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New building under construction for Hamilton Real Estate Board. (See story page 1|8.) 
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mation on all phases of business. 


As a large, sound Real Estate House, we are constantly handling mortgages, investments, in- 
surances and sub-divisions; and can offer complete data on all matters pertaining to revenue 


properties and land development. 


We invite you to write: 


EASTERN DEPARTMENT, Boultbee Sweet & Co. Ltd., 555 Howe Street, Vancouver, B.C. 


To gain the return he merits, today’s investor must be well- 


When you plan to invest in rapidly growing Western Canada, 
be sure to avail yourself of the most accurate, up-to-date infor- 
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Here is a storehouse of printed 
advertising from all parts of 
the world. It includes some of the 


finest specimens within the scope 


of the Graphic Arts. 
You will find it worth while to inspect 


this unique collection. 
or drop us a line. 


19 Duncan Street, Toronto 1. 


Just phone 


No obligation. 


The Southam Printing Company hts 


Phone EM. 3-4021 


SERVING LEADING ADVERTISERS FOR MORE THAN 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.” —Charles Dickens. 


RAVING ON 


When an American raves about his homeland, nobody 
bats an eyelid. 


But when an American raves about Canada, (and one 
did just that, recently), that’s news. 


The American who was doing the raving about Canada 
was John C. Tysen, who was in Toronto at the end of last 
year to participate in a real estate deal. 


Now, as president of Previews Incorporated, a world- 
wide realty organization, Mr. Tysen does quite a bit of travel- 
ling, visiting Europe each year to bring investment funds 
abroad into U.S. real estate deals. 


“But to do this is like pulling teeth’, he says, “Their 
first interest lies in Canada, then Australia and South Africa, 
in that order.’”’ He adds that Canada is preferred ahead of 
U.S. for investment in real estate because its death duties are 
less than those in the U.S. 


“There’s little wonder that European capital finds its 
way more and more into Canada real estate investment,” 
concluded the realty expert. 


Where else could you find more solidly founded faith in 
the future of real estate investment in Canada? 
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Large Scale Land Assembly and Development 
By E. H. Davis, P.Eng. 
From an address by E. H. Davis, consulting engineer for the 


Calgary firm of Kelwood Corporation, delivered to 
members of the Calgary Real Estate Board. 


1: THE PROBLEM importance of Co-ordination tack a land development problem. 
Large scale land development is From this point of view, it is wiser a an : = pronase oe 
essentially a manufacturing industry. to co-ordinate the efforts of many ae : . en aileaatian 

(See Chart L) : e real estate people than to have each profit is aieasinalane . 
individual operator prematurely at- Some of the items of cost which 


As with the manufacturer, the cus- 
tomer is interested in the end-value, 
i.e., he buys the end-product on qual- CHART | 


ity and price. The customer is essen- 
halle tala ; . LARGE SCALE LAND DEVELOPMENT: BREAKDOWN OF 
tially not interested in the land as SUBDIVISION COSTS 


sembly problems, legal aspects, engin- 
eering and technical aspects and plan- 


B. C. 
: ae End Pri Pri 
ning aspects, but is simply interested bdivisies a ee 


Subdivision. Subdivision. 





























ce . i : A. Gravel Roads With Pavi 
in and makes comparison of the final ites ern aii cia ove poods : a 
end-product before he buys. NO. %, improvement. Subdivision. Costs. Costs. 
If the end-product does not sell: is 2.09 Roads and Lanes 1.97 1.69 2.62 
The development is a failure. 2. 1.69 San. Sewers & W/S Services 1.34 1.84 1.89 
The developer however, in order > oe aged oe + 
o provide - competitive product, 5. 0.13 Survey 0.09 0.14 0.15 
must think in terms of every item 6. 0.77 Eng. (All Projects) 0.9! 0.67 0.72 
involved. A quick and cursory exami- 7. 1.65 Sidewalks & Curb 1.44 1.84 1.68 
nation of the expenditures involved, 8. 3.05 — . 5.14 1.93 2.09 
r > . . , ; ; iscellaneous 
onan ” - the chart ee indicates 7, 0.45 (Incl. Management) 1.63 0.46 0.25 
that there are a number o important 10. 114 *Ges 0.73 1.37 1.31 
features which must be given con- i. 0.55 Street Lighting 0.47 0.53 0.56 
sideration if the end-product is to be 12. 1.46 Power 1.43 1.36 1.59 
saleable on a quality and price basis. 13. a §Telephone - = = 
The problem of land assembly on improvements, Howe, 
Pp : ne 14. 84.54 Commercial, Landscaping 82.88 85.53 84.31 
an adequate scale is becoming con- 
tinuously more complex. We must 100.00 100.00 100.00 100.00 
determine those particular areas 
which we feel will get public ap- tIncludes 2" AC Pavement. 
proval. Subsequent to that, we must *Cost includes appropriation for Transmission Lines & Regulator Stations & Meters. 
set up an area which will be on a tEstimated. 
large enough scale to be economic: it §Not available—but not a significant figure. Not over 0.45%. 


is only by large scale development 


: : Improvements included only within subdivision boundaries. Power distribution 
that we can afford a low unit price. 


costs vary—depending on whether underground or overhead. 


REALTY INVESTMENTS 


Tankoos Yarmon Ltd. 
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have to be considered are as follows: 
utilities, financing costs, flooding, 
zoning, land costs, topographical sur- 
vey work, road and thoroughfares, 
existing improvements and cost of 
demolition, drainage, property titles, 


easements, soil tests for ground 
water, boulders, rocks, top _ soil 
characteristics, slope easements, 


existing restrictions, oil rites, ap- 
proximate number of lots and yield, 
shopping areas, telephones, garbage 
disposal, taxes, schools, police, fire 
and miscellaneous. All of these fac- 
tors influence costs, and must be 
taken into consideration before we 
can proceed. Missing of any of these 
factors may, and has, led to a de- 
velopment which has been profitless 
or has involved the developer in 
financial difficulties. 


Adequate Research Required 
Successful land developments are 
carefully pre-planned. That is, the 


sums of money are involved, and 
many of the expenditures are made 
well in advance of sales and with the 
added risk involved in the general 
real estate business, a good margin 
of profit must be maintained. 


Adequate Capital Needed 


Like any other manufacturing 
business, a prerequisite of large scale 
land assembly and development is 
adequate capital sources. Some com- 
panies, by putting up the properties 
under agreement of sale and with 
some down payment to their own 
directors or to builders, have man- 
aged to avoid some capital outlays. 
This procedure has its pros and cons, 
but it is felt that the company that 
can handle its own financing is in a 
superior position since it can realize 
more of the profits from its own 
skill in operating. 

Any manufacturing business must 
at least partly manuafcture a pro- 


"Subdivision development calls for 
meticulous pre-planning and 


experienced pre-analysis of costs 
to ensure an adequate margin 


of profit’ 


technical man involved, municipal en- 
gineers, planner, architect, sit in as 
a panel and do all the roughing-out 
work that is required. They must 
know their own professions thorough- 
ly, and must also be able to subordi- 
nate their own personalities to the 
good of the group. A casual glance at 
the expenditures involved in a single 
land development, even on a relative- 
ly small scale, indicates that enor- 
mous sums of money are involved. It 
is not wise to allow these sums to be 
handled by any one professional man, 
since he may, unless he has had 10 or 
15 years experience, and by ex- 
perience I mean practical experience 
of putting forward financially success- 
full subdivisions, he may have a point 
of view that would jeopardize the 
whole project. It is in the early stages 
that the development is made or 
fails. Our experience has been that 
by meticulous pre-planning and ex- 
perienced pre-analysis of cost, our 
final costs have come very very close 
to our estimates and we also have 
maintained our adequate margin of 
profit. Due to the fact that large 
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duct and most certainly predeter- 
mine its end costs before making a 
sale. It has astounded me to watch a 
so-called land assembler set up a land 
development project and never deter- 
mine the engineering costs in advance 
or do any pre-designing. Since these 
costs invariably cover two-thirds or 
better of the total expenditure on a 
job, exclusive of improvements, (See 
Chart II) the assembler is simply re- 
sorting to wild guess work. It is much 


- ~ CHART Il 


AVERAGE OF THREE 
SUBDIVISIONS 


Exclusive of 
Engineering Costs 


Improvements 
Items | to 12 inclusive 80.4%, 
Item 15—Land 19.6%, 
100.0% 

Inclusive of 

Improvements 

Items | to 12 inclusive plus 

Engineering Costs 12.41 
Item 8—Land 3.05 
Item 14—Improvements 84.54 
100.00 


like the man who calls in the en- 
gineer to help him bail out his sink- 
ing boat when the engineer should 
have been called in during the design 
and construction phases so that the 
boat would not leak. 


Variety of Skills 

A car is made up of many com- 
ponent parts and any one part miss- 
ing renders the car useless. It is not 
possible to say who is the most im- 
portant man in the development 
scheme, anymore than it is possible 
to say that the car can function with 
one of its component parts missing, 
or not working. A development com- 
pany should consist of skill in real 
estate, sales and promotion and the 
technical skills of engineering, plan- 
ning and architecture. All are neces- 
sary and any one part missing could 
lead to an unexpected expense which 
would quickly wipe out the profit. 

It is rather easy to design an ideal 
product, cost being no object, but 
takes all the skill and ability avail- 
able to design a universal product 
sold at a competitive price. “Perfect 
planning” is easy—economic plan- 
ning is difficult. The “perfect” sub- 
division is almost a text book layout 
and is so simple that a man can be 
trained to lay out a subdivision in a 
matter of a few months. However the 
economic subdivision is an entirely 
different project and years of skill 
and judgment, especially in the tech- 
nical aspects since this is where all 
the money is spent, is necessary be- 
fore a competitive product may be 
obtained. 


2: THE SUB-DIVIDER IN 
THE ECONOMIC 
PICTURE? 


Essentially the sub-divider is a 
manufacturer and wholesaler. That 
is, he often does not retail, but is de- 
pendent on others for the retailing of 
the product. In order to determine 
public demand however, there must 
be close liaison between the retailer 
and the sub-divider and the sub- 
divider should always be very sen- 
sitive to the highly skilled retailer. 
Essentially though, I see the sub- 
divider as a wholesaler of finished 
property, operating on a high volume 
and low margin basis. 

From the pure engineering stanc- 
point and I must emphasize this as a 
matter of cold fact since engineering 
makes up 60 per cent to 80 per cent 
of your costs, you must have volume 
to achieve low costs. To have volume 
you must have correspondingly low 
price and a correspondingly low 
margin of profit. In other words, it is 


(Continued on page 6) 
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(Continued from page 5) 


the same old story that you run into 
in any field of endeavor, you must go 
after volume to get an acceptable 
low cost product. 


3: ESTIMATES OF 
HOUSING VOLUME 


I will not bore you with statistics 
as these may be obtained from the 
publications of the Alberta Govern- 
ment or from the Dominion Bureau 
of Statistics, Department of Trade 
& Commerce, Ottawa. 

There have been two main factors 
in urban population growth. 

(a) Population is growing with im- 
migration and normal growth at a 
net rate of approximately 3 per cent 
(in Alberta). This will vary, depending 
on immigration from foreign coun- 
tries and from other provinces. 

(b) Rural to Urban Trends - 
There has been a revolution on the 
Western farm: The farm is becoming 
like everything else in this world—an 
organized and specialized industry. 
Organized industry gradually elimi- 
nates the unorganized and un- 
specialized ones. Without going into 
details and without referring you to 
publications which have been printed 
from time to time on this subject, I 
would merely mention that there has 
been a rural to_ urban trend. 
Reference again the Gordon Report, 
etc. 

(a) and (b) then add up to a rapid 
population growth and a rural to 
urban trend which will continue on 
a smaller scale. 


Urban Population 

Since the ratio of rural to urban 
population is about 50-50 in Alberta, 
this simply means that we have a 
net population growth in a city such 
as Calgary of approximately 5 per 
cent to 6 per cent. In other words 
we have a natural increase of about 
10,000 per year or about 2,500 homes 
on the average. As you may readily 
see, the rate of house development in 
Calgary is neither unusual or of 
boom proportions and although some- 
times this rate of house development 
has been greater than 2,500 per year, 
it has not much exceeded the popu- 
lation growth of the city. 

The rate of growth of house forma- 
tion does not take into consideration 
the fact that the average house is 
obsolete in about 50 years and this 
means that many existing homes will 
become obsolete each year from now 
on, Coupling these two items to- 


gether, it is easily seen that the rate 
of house development in Calgary is 
not nearly as unusual as the laymen 
may think. Probably you people are 
well aware of all these figures and I 
will not bore you with further refer- 
ences and statistics. 

(c) Age and year Again refer- 
ence to the Dominion Bureau of Sta- 
tistics that there has been wide vari- 
ations in the rate of family growth 
and these are well documented fig- 
ures. We can anticipate a rapid in- 
crease in family growth, much bigger 
than the norm, beginning in 1960 and 
extending through 1965 and then tap- 
pering off to a steady rate from there 
on. 


Immune to Inflation 

This will of course reflect in the 
mentioned period in a corresponding 
demand for properties, with a prob- 
able corresponding price increase. 
Since property is one of the few fac- 
tors that is immune to inflation, that 
is, property moves inversely to the 
rise in the cost of living, this also will 
have a tendency to push up property 
prices. These two factors of course 
have been heavily discounted by the 
people who have made the wise move 
of picking up long term options or 
purchasing properties for speculation. 

From our study of population 
growth, it is easily seen that the wise 
land developer also watches carefully 
all the sociological factors that enter 
into the development of a community, 
and plans keeping these factors in 
mind. 


4: SUBDIVISION TYPES 
AND INCOME CLASS 


It is well known today that we are 
in a luxury-economy period. As a 
matter of fact, a whole new economic 
theory has been developed in the last 
few years concerning this new econ- 
omy since it is now a fact that we no 
longer act under the traditional laws 
of ‘supply and demand”. 

By this I mean that we actually do 
not need a new car but we buy one 
anyway. We do not need a color 
television set, we are not going to 
suffer without it, but we buy one 
anyway. Likewise gentlemen, we 
frankly do not need most of our new 
homes. By need I mean traditional, 
economic need, i.e. the need for “shel- 
ter” from the elements. 

We want new homes, larger homes, 
simply as human wants and not as 
a necessity. It is to this economic 


theory that we must re-orient our 
minds and our whole approach to the 
economics of house building. 

In oder to assess the demands in a 
given income class, I picked as an 
arbitrary point the number of people 
who earn $10,000.00 per year in this 
city. 

Statistics show that the number 
of people in Canada and in Calgary 
earning over $10,000.00 per year is 
increasing very quickly. Our research 
department extrapolated these trends 
to 1960, having taken inflation factors 
and increases in Gross National Prod- 
uct in to account. The result of these 
studies indicate that Calgary has a 
high percentage of people earning 
over $10,000 per year. In fact Cal- 
gary is one of the top three cities in 
Canada in this regard. Also the per- 
centage of people earning over $10,- 
000 per year is rising at a record 
rate. 

The percentage of the upper income 
class is increasing disproportionately 
to the general increase in income be- 
cause the machine is displacing men 
in routine work and the heavier de- 
mand for men’s service lies in the 
more imaginative and _ productive 
group. The house now has become, 
like the car has been in the past in 
the American economy, a symbol of 
luxury, achievement, and _ personal 
satisfaction which due to the increase 
in “disposable” income, is within the 
means of a larger percentage of 
people. In other words, we are going 
to build better homes, better equip- 
ped and more technically improved 
and on more “acceptable” property. 


A Recent Subdivision 

The most recent subdivision com- 
pleted in Calgary was Wildwood. In 
less than a year, this subdivision 
changed from four pieces of pasture- 
land and two old houses and one barn 
to a subdivision of more than 700 
homes, 500 of which were complete 
and in use. The subdivision was com- 
plete and included paving and orna- 
mental street lighting. Considering 
that we are only given 7 months to 
work outside in this country, Wild- 
wood could be considered equal to 
the best in Canada in its speed in 
development. 

We therefore have no _ technical 
problems that we have not been able 
to overcome even with our difficult 
climate and short construction sea- 
son. If there is any problem in re- 
gard to economic and speedy devel- 
opment, it usually arises from some 
human factor and not from a techni- 
cal one. We, as Canadians, must al- 
ways ask ourselves, when we put an 


(Concluded on page 7, col. 1) 





Your 


PUBLIC 
RELATIONS 


GIVE THE REPORTER 
A QUOTABLE QUOTE 

When the phone rings, and a voice 
at the other end says “This is the 
Suburban Chronicle speaking. Could 
we have your opinion on the new 
NHA _ proposals”. Don’t say you 
haven't thought about it, but do your 
best at giving a few impromptu 
thoughts on the subject. 

Following up a story from Ottawa 
about changes in legislation which 
may affect housing, for example, 
newspapers will often ring up local 


LARGE SCALE LAND 
DEVELOPMENT 


impediment in the way of a volume 
development, if we are not motivated 
by a purely negative attitude. It 
must be remembered that if the 
developer can not operate efficiently, 
i.e. on a large scale and with the co- 
operation of the municipal, provincial 
and dominion authorities, he can not 
possibly offer the Canadian public a 
high quality product at a low price. 

The developer must make a rea- 
sonable margin of profit due to the 
risk of the business. If this margin is 
not made in this type of develop- 
ment, “risk’’ money will find an out- 
let elsewhere. 


Profits From Savings 

A large developer, working with an 
efficient and skilled group of house 
builders and working with skilled 
technical assistants, can find all of 
these profits out of savings. In other 
words, the profit margin from savings 
brought about by a high degree of 
skill and organization is more than 
enough to attract risk capital. The 
developer then is in the unique posi- 
tion of being able to make a profit 
strictly from “savings” and at no cost 
to the purchaser, if that cost was to 
be determined on the basis of an un- 
organized project. As in most indus- 
tries, where the public has the ulti- 
mate and free choice, profit comes 
from efficiency and no other way. 
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realtors to ask their views on the 
action being taken. When the phone 
rings, be ready to give an opinion, 
even if a non-commital one, and 
always be courteous to reporters or 
editors who call and ask your opinion 
for publication. 

For when important news for the 
house-building industry breaks, it’s 
always a natural good time to put 
the realtors’ point of view in front 
of the public. 

Many boards make a practice of 
having their chief officer release a 
statement to the press covering the 
Board’s opinion on matters which 
affect realtors, and send this to local 
newspapers as soon as possible after 
the event. 


Proposed Amendments 

That newspapers are interested in 
how realtors feel about the current 
housing situation is evidenced by the 
wide publicity given in the press to 
the recent NHA amendment pro- 
posals. 

Newspapers in every province gave 
great prominence to the changes, and 
carried comments by local figures 
who were invited to assess con- 
sequences for the particular district. 

In Lethbridge, for example, the 
Lethbridge Herald told readers that 
local builders and real estate men 
greeted with enthusiasm the an- 
nouncement of proposed new housing 
legislation. President Donald M. 
Spencer of the Alberta Real Estate 
Association was quoted as saying the 
move “will better business all along 
the line if it is put through”, adding 
that the price of old homes could be 
affected if ‘‘new buyers want to sell 
their old homes badly enough.” 

His cheerful anticipation of ‘“‘an ex- 
tremely good year in 1958” carried 
the enthusiasm of others who were 
quoted as well. 


On Television, Too 

In Toronto, a CBC mobile tele- 
vision unit appeared at the front door 
of TREB President Harry Mac- 
arthur’s office. 

His filmed and recorded comments 
appeared that evening on CBLT 
news. 

In his comments, President Mac- 
arthur complimented the Dominion 
Government on the way in which it 
was handling the housing problem. 
He protested, however, that the loan 
ceiling was still too low and dis- 
criminated against the larger metro- 
politan areas. 


Warning Issued 


In Vancouver, the Vancouver Real 
Estate Board warned the public (in 


a release in the Vancouver Province) 
not to expect to buy a good home in 
Vancouver for as little as $1,500 
down. The reduction in down pay- 
ments it warned gave an exaggerated 
impression of what actual benefits 
would be gained, it said, pointing out 
that the lending value of a home is 
$2,000 or $3,000 below the minimum 
amount for which the property can be 
built or sold. 

“False hopes that good homes can 
be readily bought in Vancouver for 
as little as $1,500 down can only lead 
to disappointment” said VREB sec- 
retary Alan Creer. 

In Nova Scotia, one of the first to 
speak up on the recommendations be- 
fore the Pottier Commission for civic 
taxation changes was Halifax-Dart- 
mouth Real Estate Board president 
Charles Piper. 

His comments were published in 
the Halifax Mail Star, where he was 
reported as saying that the deed 
transfer tax would merely be an 
additional expense to the purchaser, 
and would drive home costs even high- 
er. It would impose particular hard- 
ship, he said, on younger families en- 
deavouring to get established. 

The Windsor Daily Star recently 
sent reporter Bill Shields to inter- 
view Sarnia Real Estate Board presi- 
dent Barney Clarkson, gave the story 
a six-column banner headline ‘‘Com- 
mercial Building Boom Seen for 
Sarnia. 

The story (published in the Dec. 
18 issue) contained Mr. Clarkson’s 
year end predictions about what de- 
velopments would take place in com- 
mercial and residential building in 
Sarnia during 1958 ,and gave readers 
a good idea of how realtors are up- 
to-date on current trends. 


Smaller Boards Also Active 
For boards in the smaller areas, 

we have the following suggestions: 

(1) Appoint a member of the 
Board who will be available for com- 
ment on current events, and advise 
the local newspaper that he will un- 
dertake to comment whenever called 
upon. 


(2) If the newspaper is not the 
first to call for an expression of 
opinion, they could appoint a pub- 
licity chairman who would make a 
practice of calling the editor with 
pertinent comments whenever some- 
thing newsworthy in the real estate 
field crops up. Chances are you will 
hear about it over the radio, or TV be- 
fore the newspapers print their story 
in any case. 

* 
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Another Fine Year 
For Co-Op Movement 


In this issue we present the year-end summary of 
Co-Op for 1957 in comparison with the year 1956. 

Next month we'll revert to giving the month-by-month 
statistics, but this month, you'll be able to check how 
your Co-Op stacks up on performance this last year as 
compared with the year before, and also how it rates with 
other boards across the country. 

You can see that we've given comparative figures for 
gross sales totals, percentage of listings sold and the 
rank of member boards in relation to percentage of their 
listings sold. In addition there are columns for total list- 
ings sold, as well as average prices of property sold on 
Co-Op. 

As years go by, these tables will provide even more in- 
teresting data on the development of the Co-Op systems. 


Problems in Mathematics 

Your Co-Op editor has been busy with slide rule and 
logarithm tables working out this mathematical data, but 
accepts no responsibilities if there’s the odd error of cal- 
culation in the tables. There was no room for the Decem- 
ber Co-Op totals but you can work them out for your 
board by subtracting the November totals as_ they 
appeared in the January issue of the Realtor. Now to 
the statistics. 

For the year, Co-Op sales reached $313,000,000. That’s 
25 per cent higher than in 1956 and double the figure set 
in 1955. 

The average percentage of listings sold was 34 per cent 
for the year, down a fraction from last year’s record 
36.7 per cent. Nearly all boards reported a drop in the 
ration of listings to sales there were no meteoric 
figures like the 70 per cent reported by Orillia last year. 
However, ten boards reported selling more than 40 per 
cent of their listings, which shows the importance of 
listings at saleable prices. 

Sales for the month of December were down to 
$18 million, lower than any month of the year, with the 
exception of January. Already many boards are making 
a positive move to remedy this situation, by advertising 
more heavily during the winter months. In the light of 
current winter unemployment it would seem that any- 
thing that can be done to increase winter sales of houses 
would be a benefit to the whole community. 


Top Prices in Montreal 
. Montreal heads the list for average sale price, averag- 
ing $25,000 for the year. Montreal] Co-Op however, lists 
more higher-price properties than any other Co-Op in 
Canada and the average price of one-family dwellings 
that are sold on Co-Ops across the country would seem 
to be nearer the $11,890 figure as can be seen in the 
second last column of the table. 
There were some fine achievements during the year. 
New Westminster and Sarnia doubled 1956 sales 
figures. Oshawa increased its sales by 600 per cent. 


Vin ANNUAL CO-OP REVIEW 


Phil Seagrove, better known as "Mr. Co- 
op", with the comparative review of 
co-op operations across the Dominion. 





Toronto looks like she’s headed for the $100 million mark 
next year, having increased her 1956 sales by 20 per cent. 
North Bay did about four times as much business as the 
previous year, Brampton three times. 

What some small boards lack in volume, they make up 
in quality. Leading the sales listings field was Fort 
William with almost 50 per cent of Co-Op listings sold. 
Next came Guelph, with 47 per cent, and Sault Ste Marie 
with 45 per cent. 


What's The Formula For Success? 

To conclude this review of Co-Op for the year, we are 
presenting below, the opinions of a number of Board 
presidents. To each we wrote asking ‘What's the 
Formula for Success (or Lack of It) in Co-Op Selling?” 

We specifically chose small Boards, for this review so 
that their opinions would help others contemplating 
organization of a Co-Op, and demonstrate that a work- 
able Co-Op can be formed even in small centres. 


“No Open Listings” 
Pointer to Success 


D. F. Campbell 


President, 1958 
Orillia Realtors’ Association 





When our local board was formed in 1954, we were 
fortunate at the time to get 100 per cent membership in 
our organization and today we have all brokers and 
salesmen in our area except one, belonging to our 
association. The stress was placed on listing on the Co-Op 
and we have worked on this theme ever since until at the 
present time 90 per cent of our listings are listed co- 
operatively. Our rates here are 4 per cent for exclusive 
and 5 per cent for Co-Op. We find that the difference is 
so small that most people will list on the Co-Op and get 
the added service for an extra 1 per cent. 

It is a rule in our organization that nobody will take an 
open listing: If we can’t get a written listing from the 
vendor we pass up the listing altogether. We feel that if 
we stick to this and do a good job of selling that people 
will not hesitate to give us written listings. 


Special Rate for Builders’ Houses 

We give a special rate of 315 per cent to builders 
houses and list them Co-Op. Any Broker can list a 
builder’s house, but they must be listed on the co-op 
where everybody has a chance to sell them, All of these 


deals go through the listing broker and the commission 
split is 3 per cent to the selling broker, .40 to the listing 
broker and .10 to the association. 

Our initial fee to join our association was originally 
$250, and has been raised until today it is $1,000, and last 
year we had two outside brokers join up at $1,000 each, 
which I think proves that they realize the value of our 
association, and Co-Op selling. 

Our association has added tremendously to the good 
fellowship, well being, and co-operation in selling real 
estate in the Town of Orillia. I think the big factor in the 
success of our association is our Co-Operative Listing 
System. 


Growing Pains 


Almost Licked 


M. G. Zorkin 


Past-president Nanaimo County Real 

Estate Board, Vice-president B.C.A.- 

R.E.B. and President Nanaimo County 
Multiple Listing Service. 


Nanaimo County Multiple Listing Service, which was 
initiated six months ago, is still going through growing 
pains. 

Only one-half of the Realtors of our Board are mem- 
bers and while our MLS was covering local area we have 
a very difficult situation. The objections of our colleague 
realtors were mainly that MLS would encourage sales- 
men to become agents. However, we found a solution. 

Vancouver Island is 282 miles long with an area of 
12,408 square miles and is the largest island off the coast 
of North and South America. The average width is ap- 
proximately 50 miles but is 80 miles across in the widest 
part. The population is 256.355 (1956 Census) with about 
one-half concentrated in the Victoria Metropolitan area 
in the southern tip of the Island. The other 8/10 of the 
Northern part of the island where Nanaimo is centred, 
has 125,000 inhabitants, in a vast area scarcely popula- 
ted, but with an enormous potential of property for sale 
and only a limited number of purchasers. 


B.C. Multiple Listing Service 

But through our B. C. Association of Real Estate 
Boards, we initiated the B. C. Multiple Listing Service— 
an interchange of listings with existing MLS in B. C— 
so that our listings are sold by approximately 2,000 sales- 
men in Vancouver, New Westminster and Victoria Real 
Estate Boards. 

This is a tremendous achievement for our industry, be- 
cause cognizance of our properties and opportunities are 
now province-wide. We foresee in the near future that 
every agent, even in the smallest town or village in B.C. 
will have to join B. C. Multiple Listing Service, so that 
the knowledge, wealth and experience of the best agents 
and salesmen in the province will help to sell and develop 
the property in his own community. 

Another factor of this effort carries quite some im- 
portance: the listing agent in the small centre learns the 
methods of professional standards and ethics from those 
more advanced, through close co-operation. 

The creation of MLS have the same impact on the Real 
Estate Business as Sputnik has on our world today. 
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Year-end graph shows how 1957 sales topped the previous year by 
45%, in practically every month. Improvement is shown in winter sales, 
as well. 


Co-Operation Is 
Key to Success 


E. A. Mitchell 


President, 1958 
Brampton Real Estate Board 





There is no doubt that the Co-Op system is a basic 
requirement for modern business health. Surely the 
examples given below are not too far-fetched for I know 
from my own rather short experience that those who 
contribute to board work and utilize the Co-Op system 
are generelly doing more business as well as a better type 
of business. There are a lot of real estate people who are 
not using this listing system. These people are paddling a 
battleship with a canoe paddle. Taking a peek behind the 
scenes of those not using the Co-Op, I think I see: 

@ Below average incomes. 

@ Salesmen who optimistically sit in the office all day 
waiting for the slump they are in to pass, then go 
home and watch their financed television set. 

@ Let others do their share of the board work. 

e Making excuses (not reasons) as to why they dislike 
the Co-Op, the board or one or more of its regula- 
tions . 

e Rabid reader of comics and sport pages in the office. 

@ Too busy on a “deal” to attend dinner meetings. 

No need to peek into the offices of those that are 
active: go right in the front door and find: 

e Larger incomes. 

e Diligently doing their share and the paper readers 

share of the board work. 

e Energetic men enjoying community prestige, active 
in community works, service club members, down- 
right friendly with fellow Realtors and Staffs. 


(Co-Op Review continues on page 10) 








E. A. Mitchell; Brampton 


(Continued from page 9) 

@ Gaining knowledge through education, discussions, 
general meetings and conventions. 

e Always at meetings and never have to be reminded. 
At these meetings they do not offer excuses as to 
board regulations they do something about it, present 
arguments and get clarification. 

e Worried about the inactive members future, ever 
ready to help bring those in the upper group down 
to this one. 

There is no secret to success, it's “co-operation”. 


Co-Op Selling 
Instills Trust 


R. E. Sanderson 


President, 1957 
South Peel Real Estate Board 





In the beginning, every Board will have like problems 
in establishing a Co-Op Listing system. The most for- 
midable and hardest to combat seems to be that, initi- 
ally, all difficult and overpriced properties are put on 
Co-Op. The inevitable result is that few are sold—creat- 
ing a serious reflection on the Board and specifically on 
the Co-Operative method of selling. 

To offset this, the public must—by advertising—be 
made aware of the value and advantages of Co-Op List- 
ing. Even more important, the members themselves must 
be completely sold by someone on all its advantages, and 
then endeavour to put every property on Co-Op, spend- 
ing the time necessary to list these properties at fair mar- 
ket prices. 

Success will follow once brokers and their salesmen 
realize that they can make more money and provide a 
better service by Co-Op selling rather than the exclusive 
listing. Success doesn’t come overnight or without a good 
deal of effort but the results of a successful Co-Op sys- 
tem—both to individual members and the board itself 
are tremendous. The progress of any Board will be in 
direct proportion to the attainments of its Co-Op system, 
as we are all aware that this is the most important 
source of revenue. 


Doubled Sales Each Year 


In South Peel, we have nearly doubled our Co-Op sales 
each year. The reason we have been able to accomplish 
this, I believe, is our adoption of the “Open House”, 
which has helped to overcome a great many of our prob- 
lems. When property is listed on Co-Op, arrangements 
are made with the vendor to hold an Open House on the 
following Tuesday or Thursday morning, for all board 
members. 

Our district is divided in two sections—on Tuesday, 
Open Houses are held in the east half and on Thursdays 
in the west. 

Our results have far exceeded expectations and the 
following are a few of the benefits which we feel are 
most important: 

(1) Realistically priced listings—reflected in a greater 
sales volume. If the consensus is that a house is over- 
priced, then the listing salesman is armed with powerful 
ammunition—appraisal slips from 25 or 30 competent sales 
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people—to take back to his vendor and attempt to have 
the sales price lowered. 

(2) It helps to overcome every broker's problem of 
getting salesmen out—not to look at, but to look through 

the Co-Op listings. We have had many instances where 
a house was sold because a salesman attended an Open 
House and thought of a specific client . although the 
listing had probably been in his book for a week and he 
had not considered it in relation to the particular client. 

(3) Better appraising—many of our members have be- 
come much more efficient, especially in price ranges where 
they may not have had too much previous experience. 

(4) Better public relations—having 30 or more salesmen 
inspect a property gives the vendor a real boost in morale. 

(5) It has done more to foster friendly relations be- 
tween offices than any other board function. Salesmen 
meet each other at Open Houses each week—discuss the 
various listings—get to know each other better. They 
realize that if they want brokers and their salesmen to 
attend their Open House, they must visit others—and the 
spirit of co-operation thrives. 

All this leads to more efficient service by every mem- 
ber, more listings sold, more people wanting to list on 
Co-Op—and so it goes. Before you realize it, you are 
making more money, more friends, and are having more 
fun doing it. 

To summarize the value of the Co-Operative system in 
a few words... it is the financial and moral background 
of the board. The ethics and trust instilled in its mem- 
bers as a result of Co-Op selling will one day make real 
estate the envy of every other profession .. . even though 
today it has no equal in competitive enterprise. 


Third Year Reaps 
Bumper 


Co-Op Crop 


Carl B. Olsen 


President, 1958 
Oshawa and District Real Estate Board 





Since formation in October of 1954, the Oshawa and 
District Real Estate Board has come a long way and 
overcome many difficulties. The first two years as a 
Board were not too encouraging in Co-Op sales and 
volume but at the beginning of 1957, a Photo Co-Op 
system was started which immediately proved a success 
with both members and the general public. 

For comparison, the 1957 gross Co-Op Sales has in- 
creased 600 per cent. In 1956 we listed 133, sold 30, with 
a total volume of $239,350. In 1957 we listed 458, sold-132 
with a total volume of $1,482,950. 

In 1957 we had an extensive advertising program on a 
board level by both newspaper and radio, and climaxed 
this year by putting out a large wall calendar with an 
up-to-date map of the City of Oshawa and a list of all 
board members. We found that by spending money on 
advertising we made more money. 

Any board, large or small cannot be successful without 
a photo Co-Op system which is the backbone of any 
Board. Before a board can succeed the members them- 
selves must believe 100 per cent in co-operation and only 
then can they begin to educate the public in buying and 
selling through Co-Op. 
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Personnel Practices Survey 


Completed by Toronto Board 


A 42-page report covering results 
of a Personnel Administration Survey 
conducted by the Toronto Real 
Estate Board, has been released to 
members of the board. 

The report was designed to find 
out what personnel practices are 
being carried out by the Active Mem- 
bers of the Board, inasfar as sales 
personnel are concerned. It was 
carried out by J. I. Stewart, M.A.L., 
chief appraiser of the Toronto Real 
Estate firm of Shorthill & Hodgkins 
Ltd. 


Toronto Real Estate 

One-third of the members of the 
TREB participated. These firms had 
from one to over 50 employees, 
covering a fair cross-section of the 
real estate field in Toronto. 

Each firm completed a comprehen- 
sive questionnaire, covering topics 
like recruitment and hiring of per- 
sonnel, training of salesmen, employ- 
ment and organization, compensation 
and benefits, and advertising pro- 
cedures as regards salesmen. 


There are some interesting con- 
clusions to be drawn from the report, 
which will be of assistance to many 
active brokers, and we present some 
of them here which are worthy of 
further consideration and could form 
the subject of considerable research, 
from the Critical Comments at the 
conclusion of the report. 


(a) Recruitment and Hiring 

(i) Traits and Screening 

The turnover in personnel is costly 
not only to Realtors but also to the 
prospective salesmen. It is felt that 
by means of careful investigation it 
would be possible to draw up some 
general standards against which to 
measure both prospective salesmen 
prior to hiring and presently engaged 
salesmen. Even if the standard was 
simply based on Age, Sex, Marital 
Status and Past Experience, it would 
prove helpful but in time a full 
screening test could probably be 
developed. 


(ii) Maturity 

Canada faces a very pressing social 
and economic problem in as far as 
employment of older citizens are con- 
cerned. In many fields the age of 40 
or even 30 is too “old” to be able to 
obtain employment. 
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It has been proven that the Prac- 
tice of Real Estate is a field into 
which older persons adapt well; it 
would help solve the above national 
need and also give great prestige to 
organized Real Estate, if a conscious 
effort was made to employ such per- 
sons and if adequate publicity to 
these efforts was given. 


(iii) Educational Background and 
Training 

While organized Real Estate is 
constantly attempting to raise its 
standards to those of a profession, it 
appears that very few Realtors in 
fact insist upon that basic pre- 
requisite of all professions, namely, 
a sound extensive general and 
specialized education as a condition 
precedent to entry into the pro- 
fession. 


Further, while excellent education- 
al facilities are available for all Real- 
tors and salesmen to use, relatively 
few take advantage of these, also 
even in the face of specific (Toronto) 
Real Estate Board regulations con- 
cerning the successful passing of an 
examination by all Active Associate 
members, few firms insist that their 
sales personnel take the courses pro- 
vided or write the examination. This 
is most particularly hard to under- 
stand in light of the limited amount 
of formal training provided by firms. 


The comments of salesmen who 
have left the business indicate that 
had their firms sent them on the 
courses early in their careers, they 
would either have succeeded in Real 
Estate or found out much earlier that 
they were not suited to this field. 


(b) Organization 

(i) Incorporation 

It appears that from an Income 
Tax view point, many firms now 
operating as Partnerships and Sale 
Proprietorships would be better off 
as Incorporated Companies. 


(ii) Possibilities of Salesmen 
Advancing within their Firms 
Very few Realtors appear to give 
conscious recognition to the fact that 
the loss of senior sales personnel 
might be avoided by permitting them 
to become Junior Partners or Minor- 
ity Shareholders. It is suggested that 
an experienced salesman is a decided 


asset and that if he leaves, the Real- 
tor suffers in two ways: 


Firstly, he loses the revenue the 
salesman has been producing and 
secondly he has a new competitor 
open up to further reduce his future 
business. 


While many firms reward their 
senior salesmen by making them 
Sales Managers, the basis of remu- 
neration appears to be such that a 
monetary loss may be incurred by a 
salesman becoming a manager; also 
there appears to be a lack of com- 
prehension as to how large a “span 
of control’ a single manager can 
effectively handle. The possibility of 
incorporating from a tax view point, 
carries with it the further possibility 
of rewarding successful salesmen 
with either the right to purchase 
shares in the company or to be given 
such shares on a predetermined or 
discretionary basis. 


(c) Compensation and Benefits 
(i) Sliding Scale of Commissions 
It is suggested that much greater 

use could be made of such a scale; by 
adhering to a straight commission 
based on gross sales, and particular- 
ly when new and experienced sales- 
men are paid on the same basis, there 
is a strong incentive for good sales- 
men to leave and set up their own 
firms. Also of course the good sales- 
man is actually paying the losses in- 
curred by poorer or less experienced 
men. 


(ii) Relation of Compensation 
to Variable Costs 


Experience among Realtors has 
shown that while two salesmen may 
have sold the same volume of real 
property over a given period, the net 
commission to the firm may vary 
greatly, depending upon how much 
advertising has been done by the 
salesman in question. The study in- 
dicated that some salesmen had used 
as little as 1 per cent of their gross 
commissions on advertising whereas 
others had used as much as 25 per 
cent thereof; this again is a case of 
one salesman subsidizing another. 
Payment of commissions based on 
some “net” basis might help reduce 
turnover and would certainly give 
“credit where credit is due”. 


(iii) Fringe Benefits 

(a) Listings, ete.: Research by 
each individual Realtor could well be 
undertaken to ascertain just how 
relatively saleable an exclusive listing 
was as compared to an open or a co- 
operative; this would form an ob- 
jective base for the fixing of listing 


——. 


Title Insurance Grows Up 


In First Canadian Year 


The latest New Canadian business, 
Title Insurance, has now been in 
fully licensed operation for just one 
year. On its first birthday, we can 
look at the progress made and see if 
the predictions made last year have 
been fulfilled. 


One strong impression at the time 
of first being made public was that 
here would be a short cut to the 
transfer of property by eliminating 


PERSONNEL PRACTICES 
(Continued) 

and prospects commissions which at 

the moment appear to be based 


largely on customary “rules. of 
thumb”. 


(b) Pensions: Despite the fact that 
almost all Realtors feel that turnover 
of personnel is their most serious 
problem, very few appear to have 
enough confidence in the long run 
future of their firms and their sales 
personnel to provide any recognized 
pension plan; further study on this 
matter might well be most helpful 
particularly to Realtors employing 
say up to twenty salesmen. 


(d) Advertising 


(i) Quota 

Advertising should be the cause of 
sales not the result thereof and yet 
a very large number of Realtors base 
their advertising quotas on a per- 
centage of commissions earned; this 
of course is circular thinking and im- 
plies that advertising is the Result of 
sales. 


Certainly in this field further study 
should prove rewarding and it is sug- 
gested that by use of “keyed” “ads” 
and careful recording of calls over a 
test period, much valuable informa- 
tion could be obtained. 


(ii) Media 

Daily Classified Ads are the chief 
medium used by Realtors with the 
“For Sale Sign” a distant second. It 
is suggested that many Realtors 
might investigate the use of Direct 
Mail, for instance, smaller Realtors 
could send a monthly News Letter to 
all householders within say one quar- 
ter mile of their offices, and large 
Realtors could prepare something of 
a more pretentious nature for regular 
distribution to a selected mailing list. 
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the Lawyer. To the contrary, users 
have found that the Lawyer is a vital 
link in securing Title Insurance, the 
two blending together to produce the 
highest form of title guarantee; and 
yet the overall cost of transfer has 
increased by only a nominal amount. 
An impression that Title Insurance 
might not “take” in the Canadian 
market has also proved erroneus. In 
this first year the amount of business 
written runs into millions of dollars. 


The source of this information, Mr. 
David L. Gibson (President of On- 
tario Title Insurance Agency Limi- 
ted, Toronto), further reports that 
the Montreal Agency is showing good 
progress, and in Ontario the agencies 
at Hamilton and Kitchener are busy. 
Open at the first of the year was a fur- 
ther agency at Ottawa. All these 
agencies write policies for Lawyers 
Title Insurance Corporation, of Rich- 
mond, Va., which since 1925 has 
grown until its assets today exceed 
$20 million. 


Register Both Types 

An interesting facet of business 
written to date is that users are 
carrying more title insurance on 
property titles registered under the 
Torrens System at the Land Titles 
Office than those registered at the 
Registry Office. This is a quirk in- 
deed, the Torrens system being 
usually accepted as the more “solid” 
title. Nevertheless this compares with 
Title Insurance experience in the 
United States, where in the 48 states 
serviced by Lawyers Title Insurance 
Corporation, a fair proportion of the 
business comes from Torrens System 
states. 


Shown at meetings in Southern 
Ontario, a film entitled ‘‘The Land is 
Yours” produced by the American 
Title Association has illustrated to 
many varied groups the unusual 
occurrences that harass the property 
owner, and how Title Insurance 
works to prevent or compensate for 
these occurrences. 


And are Canadian businessmen 
taking advantage of Title Insurance 
to protect their investments? Yes— 
in quite a big way. Starting with 
Chartered Banks and Oil Companies, 
the response was almost immediate. 
Life Insurance Companies are dis- 
covering that Title Insurance is 


valuable in expediting their mortgage 
investment transactions, and _ in 
giving liquidity to their mortgage 
portfolio. The Industrialist, too, has 
been quick to adopt Title Insurance, 
as did his counterpart in the United 
States. Large companies are to the 
fore in this move, and many Cana- 
dian associate companies have taken 
the experienced advice of their 
United States counterparts in secur- 
ing Title Insurance as part and par- 
cel of their expansion programs; 
while those who have _ purchased 
plants in the last few years are quick 
to see the value of ‘making 
assurance doubly sure.’ Costwise, 
they find the Single Premium an in- 
significant sum, giving as it does 
complete protection for the duration 
of their ownership. 


Perhaps the biggest attraction to 
the large Canadian mortgage invest- 
ment institutions is that in buying 
and selling either single mortgages or 
blocks of mortgages, the United 
States investor seeks the guarantee 
of Title Insurance. Up to the advent 
of Title Insurance in Canada, this 
form of dealing was of necessity re- 
stricted, but now the Canadian in- 
stitutions can provide the familiar 
pattern for the United States invest- 
or, who is showing great interest and 
making use of Title Insurance’s avail- 
ability, thereby helping to stimulate 
the international mortgage market. 


The pattern for the coming year 
is fairly clear, with industry asking 
for Title Insurance in rapidly in- 
creasing quantities, and the growing 
Title Insurance application to house 
purchase and mortgages, expansion 
at a rapid rate is certain. This “New 
Canadian” is settling in well. 


The man who knows when to keep 
still should be given a prize for hav- 
ing a fine command of language. 


A History of CAREB 


This volume, the product of 
months of work by the CAREB 
Historical Committee, has now 
been printed. 


Members who would like a copy 


of this 64-page illustrated history 
of CAREB's first fourteen years, 
should send a cheque, or money 
order for $1 to: 


CANADIAN ASSOCIATION OF REAL 
ESTATE BOARDS 


109 Merton Street, Toronto 7. 
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FOR WHAT 
IT'S WORTH 


APPRAISAL 


Your appraisal Editor, J. |. Stewart, is a graduate of the Uni- 
versity of Toronto and Osgoode Hall Law School and also 
holds the degree of Master of Commerce from the University of 
Toronto. He has successfully completed the basic course in 
Town Planning at the University of Toronto, and is currently 
engaged in studies leading to the Master of Arts in Economics. 

Mr. Stewart is manager of the Appraisal and Mortgage de- 
partment of Shortill and Hodgkins Ltd. and has lectured ex- 
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tensively across Canada on all phases of real property. S.R.A. 


The Place of Industry in Canadian Communities 


Part Ill. What Industry and Why 


By J. |. STEWART 


In the third part of this article consideration will be given as to 
the need for communities to consider what type of industries they 
should try to attract. 


6. Industry and the Community 

The late Henry Wright, (a colleague of Clarence 
Sterns), has pointed out that a community should have a 
variety of industries but that these should not be so loca- 
ted merely from random choice. Rather, expanding in- 
dustries and declining industries complement each other, 
as do seasonal industries as unemployment in one can pro- 
vide temporarily required labour for each other. Also 
that amazing development of an industrial civilization, 
the Business Cycle, dictates that consumer goods indus- 
tries should be located close to heavy industry as the 
former does not fluctuate to the same extent as that pro- 
ducing capital goods. Planned variety, of course, also 
makes available to every member of a community em- 
ployment which is suitable to his skills and inclinations. 

This has become increasingly important since the war 
due to the large number of women workers. 

Small communities which previously existed as centres 
for agricultural trading must, due to the mobility of 
workers and their flow to urban centres, widen their rea- 
sons for existence or stagnate. Canada and the United 
States have progressed rapidly towards industrialization 
and according to the 1951 Dominion Census the percent- 
age of all wage earners employed in manufacturing has 
iscreased greatly since 1941. 


Avoid One-Industry Setup 

Diversification of industry within each region or com- 
munity is essential if the dangers of over-dependence on 
one industry are to be avoided. One has but to visit the 
towns of Renfrew County in the Ottawa River Valley to 
observe the stagnation caused by the decline of the lum- 
bering industry. But within the community, introduction 
of new industry in order to obtain diversification must 
be carried out according to plan as it inevitably entails 
new capital construction in the form of municipal utili- 
ties and so a too rapid growth will cause acute problems 
in municipal financing. Some communities (more so in 
the United States than in Canada) have attempted to 
ease the financial burden by the imposition of new taxes 
which do not hit directly at the property owners, taxes on 
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hotel rooms, sales taxes, etc. The wisdom of such steps 
is, in the opinion of the writer, doubtful and it would be 
much better to have avoided the problem by careful 
study and planning as to what industries were desired 
and in what order they were to be accommodated. 


Of course the major cause of the expanding municipal- 
ity’s financial troubles does not stem directly from indus- 
trial location. On the contrary, this latter is looked upon 
as the only solution. Ordinary residential real estate does 
not pay its way on the municipal level and so communi- 
ties require a more intense land use in the form of com- 
mercial or industrial operations. Some townships and 
municipalities have restricted the development of resi- 
dential subdivisions to those developers who will bring 
in at the same time industry of a sufficient size to com- 
pensate for the costs of servicing the residential portions 
of the development; Toronto Township has, for example, 
passed several by-laws to this effect. 


Intensify Land Usage 

In order to increase the economic base of a community 
it must intensify the utilization of some of its land. Com- 
mercial development depends on the volume of retail 
sales which it can attract and so must inevitably follow 
residential development. It cannot be increased at will. 
The wholesale trade is more flexible than is retail and 
so some of this may be attracted to a community as may 
a limited amount of office space. However, in general, it 
is far more likely that new industry will be attracted to 
a community. Industry itself is changing its attitudes 
and markets and so often will desire to set up new 
branch plants to serve wider regions or new markets or 
to disperse the operation. Also whole new industries are 
growing up due to the fantastic technological advances 
of the past fifty years and the greatly expanded level of 
consumer expenditures particularly since the end of 
World War II. 


The community which has, for the whole of its exis- 
tence, acted as the trading centre of an agricultural area, 
will often have serious misgivings as to the desirability 
of introducing new industry. The residents visualize dirty 
drab factories, pollution of streams and noxious fumes in 
the air. 


"Good Neighbor” Policies 


In fact, of course, the modern reputable industrial con- 
cern is actually acutely conscious of the advantages of 
being a good neighbor. The use of electric power has 
materially reduced the need for a large boiler house and 
its attendant smoke stack; great advances have been 
made in the reduction of the wastes let loose on and 
over the countryside (many of these of course no longer 
being “waste” but rather the “raw materials” of some 
newly developed process.) Modern machinery and factor- 
ies have all sorts of safety devices built in or installed in 
order to protect the workers’ health on the job. Many 
amenities are also provided for workers and of course 
the structural and landscape architecture of modern fac- 
tories is attractive while the location of the actual build- 
ing on the site is dictated by a desire to provide adequate 
parking, loading and shipping facilites and so avoid con- 
gestion. 

Industry, recognizing that it is now a “neighbor” and 
not only an employer, realizes that its location and per- 
formance must be so planned as to minimize or eliminate 
the possibility of complaints from home owners. Ob- 
viously if a new factory located in a residential neigh- 
borhood, as in fact was the practice 50 years ago, there 
would be an endless stream of such complaints, damage 
suits and so forth. This would be very poor public rela- 
tions and of course any community which either had no 
zoning regulations or which was so short sighted as to 
permit the amendment of these regulations so that in- 
dustry could locate in unsuitable neighborhoods, would 
probably attract no far-thinking industry. The chief con- 
cern of this latter must be long term ‘‘neighborliness” 
and so no more would it locate where it could not enjoy 
its “home” due to incompatible neighbors than would an 
individual home owner. 


Complete Rezoning of City 

In connection with zoning regulations, it is interesting 
to note the experimentation with ‘Functional Zoning’’ in 
Denver, Colorado, which is summarized in Vol. 14, No. 5 
of Urban Land, dated May, 1955. 

“The City and County of Denver, Colorado, has been 
completely rezoned. The new ordinance took effect with 
its passage by the City Council on February 11, 1955. In 
many respects the Denver ordinance embodies new tech- 
niques in zoning for large cities and typifies the trend to- 
ward functional zoning. 

Denver’s ordinance uses almost all of the recently de- 
veloped advances in zoning techniques; the exclusion of 
residences from industrial and business zones; the exclu- 
sion of businesses from industrial zones; the establish- 
ment of performance standards covering sound, vibra- 
tion, and angle of light, not only for industrial areas 
but for all zones. In addition, there is a floor area ratio 
set up for control of building bulk and height. 

In zones other than the central business district, off- 
street parking requirements are called for in detail. In 
addition, there is a new parking lot zone that can be 
located next to any business district. The only permitted 
use within this zone, besides signs are parking facilities 
that conform to design re-requirements establishing the 
district. 


Must Produce Evidence 
The Denver ordinance deals with the problem of new 
business zoned to serve developing residential areas. The 
ordinance establishes a flexible procedure whereby appli- 
cants for business zones (shopping centres) in developing 
areas must prove to the City Council that there is a need 
for such new districts. The evidence that must be pre- 
sented in accordance with the ordinance includes: 


CANADIAN REALTOR—FEBRUARY, 1958 


(1) A report on the market area to be served, its 
population, its income characteristics, the type and a- 
mount of business service needed, and other pertinent 
data which support the application. 

(2) A report on the surrounding land uses and how 
they might be affected by the new zone. 

(3) General site plans indicating the following: ade- 
quate zone size (at least eight acres of land are needed); 
shopping uses to be developed; building locations; pedes- 
trian and vehicular circulation; off-street parking, load- 
ing and traffic handling methods. 

(4) A time schedule of development to demonstrate 
readiness to furnish the proposed services. 

Even after filing these data, the applicant has no guar- 
antee that his request for a business zone will be granted; 
for a report from the Plannig Board is necessary and 
final city-county approval is essential. 

Control over spot zoning is handled by setting forth 
minimum areas for establishment of new zones. Provis- 
ions are included that prevent direct abutment of zones 
that would be incompatible with each other. Intervening 
streets or public properties are required to provide par- 
tial buffers. While not going as far as the Los Angeles 
and Boston zoning ordinances in setting termination 
dates for different types of non-conforming uses, the 
Denver ordinance requires such uses to be registered 
annually. This registration procedure provides a con- 
stant check on the status of non-conforming uses. 


Mixed Housing Permitted 

Flexible standards are included in the text for design 
of large scale residential developments. In _ specified 
zones, mixtures of housing types are permitted on 
specially designed plots. A minimum floor area for each 
dwelling unit is specified. To further tie the zoning 
ordinance to other city codes establishing housing stand- 
ards, a minimum outside exposure area is defined for all 
windows. This provision eliminates the necessity for 
specifying side yards and allows for variation in house 
location on the lot, thus getting away from the stereo- 
typed development of uniform side yards. 

Another provision of the Denver ordinance is the 
stringent control over variances. This provision details 
eight findings that must be made before the Board of 
Adjustment can act on a variance application. With this 
type of control plus the regulation of spot zoning, per- 
formance standards and flexibility in lot arrangement, 
the Denver ordinance goes a long way toward making 
zoning a useful and functional tool for master land use 
planning. 


Types of Industries 

A similar development is proposed for Chicago where 
zoning will be defined by “performance standards” not 
by defining the types of industries which are permitted 
or prohibited in any given area. 

From the point of view of the community, the designa- 
tion “industry” should have a wide meaning. For example, 
“industry” means the following things to these typical 
communities: 


Wawanesa, Manitoba Insurance 
Ottawa, Ontario Government 
Quebec, P.Q. Gourmets 
Niagara Falls, Ont. Honeymooners 


Reference has already been made to Urban Land In- 
stitute Technical Bulletin No. 25 where it is pointed out 
that the bare statement “Our town is a good place for 
industry to locate” means nothing unless the question 
“What industry and Why?” has been asked. 

Thomas Sharp (see The Anatomy of the Village) 
states that “A reasonably balanced and satisfactory social 
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CAREB 


STATIONERY SERVICE 


Stocks of the undermentioned pamphlets, cuts, 
etc., are kept at the CAREB office for the con- 
venience of realtor members of the association. 
For example, the pamphlets on home-buying and 
selling can be distributed to prospects: they have 
room on the back for your name and address. 


Use of the CAREB cut on your letterhead will 
let people know that you're a CAREB member, as 


will use of the CAREB decal on your window or 


car. 


PAMPHLETS 
Helpful Hints for Home Buyers 
Helpful Hints for Home Sellers 


Hepful Hints on Using the 
Co-Operative Listing Service 


Construction Pointers 


CUTS, DECALS, PINS 

CAREB Realtor cuts for Letterheads 
CAREB Realtor window decals size 8" x 6" 
CAREB Realtor lapel pins 


Repetition 
Is Reputation 


$2.00 per hundred 
$2.00 per hundred 


$3.00 per hundred 


10c. each 


$3.50 each 
50c. each 
$1.50 each 





Great names in business do not "just 


grow’. They are built with better 


products and services constantly pre- 


sented to the ever changing markets. 


Establishing a reputation while selling to 


Canada's largest real estate market, is 


the twofold accomplishment of the 


Realtors who advertise every day in 


The Daily Star. 


Ww Ww Ww 


TORONTO DAILY STAR 





PLACE OF INDUSTRY (Cont'd) 


life can only be obtained . . . where the population is 
made up of well mixed occupational groups . . . The com- 
parative failure of most land settlement schemes is to 
quite a considerable degree, due to the evil of occupation- 
al unbalance”. 

A word of caution is in order in as far as communities 
offering tax and other concessions to encourage location 
of industry within their trading area; the final paragraph 
of an article “Is It Piracy or Fair Game” in Business 
Week, Dec. 17, 1955, is as follows: 

“The opinion of many experts is that widespread 
exemption damages the tax base, creates rivalries among 
homegrown and immigrant industry, and put a check on 
revenues just when a town needs them most to supply 
new services. And, with a glance cast well ahead, they 
also ask: ‘Once an industry moves in, won’t you have to 
keep making concessions to induce it to stay?’”’ 


(In the next and concluding part of this series, the question of 
overall planning for industry will be discussed, with particular 
reference to the steps being taken by the Ontario Government in this 
regard.) 


Planned Your 1958 Holiday Yet? 


If you haven't, why not plan on spending it with your 
realtor friends in sunny Bermuda, as a post-conference 
treat? 

Yes, following the 1958 CAREB convention in Montreal 
(September 20-24) there'll be a 10-day trip to Bermuda 
for those delegates who would like to make their annual 
holidays combine business and pleasure ... a convention 
and a vacation. 

Realtors and their wives will be able to fly from Mont- 
real with a CAREB group the day after the convention 
(September 26th) for ten fun-filled days at this charming 
Atlantic island. Return will be on October 5th. 

Cost of the trip, including air fare, two meals a day and 
accommodation in double rooms at the Hotel Bermudiana, 
will be $296. 

Further details are obtainable from W. H. Follows, 
C/o CAREB, 109 Merton St., Toronto 7. 


Appraisal Institute of Canada 
To Hold Conference in Calgary 


Three days of valuable instruction and education for ap- 
praisers, brokers, builders, managers, mortgage men, asses- 
sors, and all who have to make similar decisions, is plan- 
ned by the Appraisal Institute of Canada at its 21st Annual 
National Conference and Study Course. 

The three-day conference will be held at the Palliser 
Hotel, Calgary, Alberta, March 3, 4, 5, 1958, and will fea- 
ture lectures and panel discussions on the theories, prin- 
ciples and procedures of Real Estate Apraisal, and their 
application to present-day urban and rural appraisal pro- 
blems. 

Guest speakers will be: Walter F. Willmette, M.A.I., of 
Stockton, California; James A. Lowden, A.A.C.I., M.A.L., 
of Montreal, Quebec; Ed. H. Davis, B.Sc., P.Eng., of Cal- 
gary, Alberta. 

Registrations and enquiries may be directed to: Mr. C. 
M. Fordyce, Great West Life Assurance Co., 505 8th 
Avenue Building, Calgary, Alberta, or Mr. W. N. Mulock, 
Executive Director, Appraisal Institute of Canada, 307 
Childs Building, Winnipeg 2, Manitoba. 





Boards 


Ontario Registrations Now Due 


Harold A. Tanton, registrar of the 
Real Estate Branch of the depart- 
ment of insurance advises that: 


Pursuant to Sec. 14 of The Real 
Estate and Business Brokers Act, as 
amended, every broker and salesman 
registration expires April 30th of 
each year unless each broker makes 
proper application for renewal of his 
own license and those of every cur- 
rently registered salesman whom he 
wishes to have renewed, on forms 
issued by the Registrar; and all ap- 
plications must reach the office of the 
Registrar not later than April 20th, 
with proper fees and proper Bond 
coverage. 


Unless the above is complied with 
the Registrations of such brokers and 
salesmen will lapse midnight April 
30th and all trading in real estate 
thereafter prohibited . 


Surety Bonds 

Pursuant to a recent amendment 
to the Regulations every broker 
APPLICANT is now required to de- 
posit with the Registrar a Bond to 
the amount of $5,000, instead of 
$1,000 as formerly, and every sales- 
man APPLICANT is required to 
deposit with the Registrar a Bond in 
the amount of $1,000, instead of 
$500 as formerly. 


This requirement must therefore 
be complied with by each of the 
following: 


1. A currently registered broker or 
salesman who wishes to have his 
registration renewed as above set 
out, for the new license year com- 
mencing May Ist. 


2. A person, partnership or company 
wishing to procure initial registra- 
tration as a broker. 


3. A person wishing to procure regi- 
stration as a salesman. 


4. A salesman applying for transfer 
from the service of his currently 


CANADIAN REALTOR—FEBRUARY, 1958 


registered broker to that of an- 
other registered broker. 


5. A broker or salesman whose bond 
has been cancelled; and who ap- 
plies for reinstatement of registra- 
tion. 


6. A broker who voluntarily asks for 
cancellation of his current regi- 
stration and applies for registra- 
tion as a salesman. 


~ 


. A currently registered broker 
wishing to change his status by 
applying for registration as a 
partnership or corporation. 


8. A registered, active official of a 
partnership or company who, 
having resigned, applies for indivi- 
dual registration. 


TORONTO 


Use Radio Ads 


January 13th was kick-off day for 
the Toronto Real Estate Board's 
radio advertising program. 


This advertising is designed to 
boost winter sales on the Photo Co- 
Op to higher levels. Three one-minute 
spots are scheduled from Monday, 
Wednesday and Friday, on CKEY, 
CHUM, CFRB and CHFI-FM be- 
tween 5.30 and 7.00 p.m. 


On CKFH the Board will host 
sponsor the “George Wilson Show” 
on Monday through Saturday for 
seven weeks. 


On CJBC on Monday, Wednesday 
and Fridays for a_ three-month 
period, board advertisements will be 
heard on Bruce Smith’s Toast and 
Jamboree morning program, follow- 
ing the 8.00 a.m. news broadcast. 


GREATER NIAGARA 
Realtors Association of Greater 
Niagara elected the folowing execu- 
tive to serve during 1958: 


Association of 
Real Estate 


Executive Committee: 


P. A. Seagrove, President, Hamilton. 
F. N. McFarlane, Vice-President, 
Ottawa. 


Regional Directors: Wilf Webb, Lon- 
don; A. Hawreliak, St. Catharines; 
C. W. Rogers, Toronto; F. J. Dawson, 
Sault Ste Marie; P. H. McKeown, 
Ottawa, 


Secretary-Treasurer: H. W. Follows. 


Eugene Jeremias, president; Hugh 
Hart, immediate past president; sec- 
retary-treasurer, Gerald D. Kramer; 
vice-president and chairman of Co- 
Op Murray Ruta; J. Barr, E. Holt 
and G. McDonald, directors. 


WINDSOR REAL ESTATE BOARD 


New slate of officers for the Wind- 
sor Real Estate Board in 1958 is as 
follows: 


Ivan Thrasher, president; R. W. 
Hyland, vice-president; T. Simpson, 
second vice-president; Alex E. Hoff- 
man, past president. Directors are 
F. Corp, J. Stankov, H. Whiteside, 
J. Clarke, E. Redeker, G. Maxwell, 
and C. Stroud. 


TRI-COUNTY BOARD 
Inaugural meeting of the new Tri- 
County Real Estate Board comprising 
realtors in the Delhi-Aylmer-Tillson- 
burg districts was held January 6th. 


Reg. D. Freeman has been elected 
the Board’s first president, with 
K. H. Anderson, vice-president. Ken- 
neth Webster has been named 
treasurer, and Joe Mooney, secretary. 
Directors on the board are: Mrs. 
Emily Faw and Henri Bouckaert of 
Aylmer; Joseph Lierman of Langton 
and Joseph Kociuk of Delhi. 


Got Your 


Educational Manual? 


This manual, produced by OAREB’s 
educational committee, is a thorough 
and basic part of every Ontario Real- 
tor’s “required reading”. And it’s 
selling fast, 350 copies having been 
despatched in the past ten weeks. 


Many boards are now using this 
manual as a basis for board entrance, 
for the training of new salesmen, and 
refresher instruction for older hands. 


If you haven’t ordered yours yet, 
better do so before supplies are ex- 
hausted. 


Price $6.50, from OAREB, 109 
Merton St., Toronto 7. 





KITCHENER - WATERLOO 

End of year meeting of the Kit- 
chener-Waterloo Real Estate Board 
was told that real estate sales during 
the year in the twin city reached an 
all-time high of nearly $7 million, 
compared to $4,500,000 in 1956. 

Reporting the record sales was Abe 
Wiebe, retiring president. 

His report also noted that the co- 
op method has proven to be the best 
method of selling real estate. 

Max N. elected to 
succeed Mr. Wiebe. (See cut). 


Lauer was 


Instals Officers 

OAREB president Seagrove was on 
hand to install the new officers at the 
cocktail party and dinner held Jan. 
18th, and attended by 250 persons in- 
cluding the mayors of Kitchener and 
Waterloo and their respective wives. 


Both mayors paid tribute to the 
realtors for their contribution to the 
community's growth, and the mem- 
bers’ programs to raise their own 
standards. 


SAULT STE. MARIE 
REAL ESTATE BOARD 

Newly-elected executive of the 
Sault Ste. Marie Real Estate Board 
are as follows: 

President: E. B. Fleming. 

Vice-President: C. Scott. 

Secretary-Treasurer: Mrs. E. E. 
Eddy. 

Directors: H. Bullock, Wm. R. 
Chitty, M. Radke, Angelo Miceli and 
C. Weeks. 





EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


HAMILTON 


Plan New Board Building 


(See cover photo) 


Preparing for expanded operations, 
the Hamilton Real Estate Board an- 
nounced in mid-January that an im- 
mediate start will be made on con- 
struction of its own executive office 
building. 

The Board’s new headquarters, 
which will cost $125,000, will be ready 
for occupancy by July 1. 

Albert Takefman, president, said 
its decision was based on confidence 
in the soundness of Canada’s econ- 
omy, the board’s policy of property 
ownership and the fact that this is a 
good time to launch building projects. 

“Our board is taking this step in 
order to be ready for the faster rate 
of growth that is inevitable for Ham- 
ilton,’” Mr. Takefman told the local 
press. 

“It was felt that the board should 
have a central facility whose archi- 
tecture would be in keeping with the 
several redevelopment projects that 
will be carried out in the downtown 
area. 

“It is essential that our members 
have convenient access to an execu- 
tive office building with adequate 
parking accommodation. 


Co-Op On Increase 

“The increasing acceptance of co- 
operative listings by the public has 
made this building project necessary,” 


Mr. Takefman said. “Started only 
nine years ago, sales under the co- 
operative listings now are running 
close to a million dollars a week. 
This service to the public has made 
it necessary to build up an adminis- 
tration staff of 10 persons under the 
direction of Howard McCullough, the 
executive secretary.” 


Hard-Working Committee 

A committe of seven realtors has 
been working on the plan since early 
in 1957. Ralph Brown is chairman 
and the members are Stewart Cham- 
bers, Marshall Lounsbury, Sam 
Campbell, Gordon Todd, Frank Long 
and Charles Purnell. 

The board’s plans were carried out 
by Huget, Secord and Pagani, Mr. 
Brown said. 


New Officers For 1958 


Recent annual meeting of the 
Hamilton Board elected the following 
executive to serve during 1958. 

President, Frank Long; first vice- 
president, C. G. Todd; second vice- 
president and Co-Op chairman, R. C. 
Edwards; salesmen’s director, C. C. 
Dunham; past president, A. Takef- 
man. 

New directors are J. Steadman, 
T. G. Chambers, Neil Bain, Eric Mc- 
Kay, V. DiCiccio and T. W. Dowling. 


? 


NEW OFFICERS, KITCHENER-WATERLOO BOARD 





NEW OFFICERS of the Kitchener-Waterloo Real Estate Board Inc., are as follows (left to 
right) BACK ROW: Directors Lester Brox, Lloyd Long, Cyril Schill; past president Abram 
Wiebe; Directors D. A. Bender, S. Ringwald and Stuart Mair. FRONT ROW: Miss Margaret 
Meindle, Treasurer; James C, Malleck, Secretary; Max N. Lauer, President; Wm. G. Caton, 
Vice-president; Mrs. Shirley Bowyer, Executive-secretary. 


THE HAMILTON SPECTATOR 
Est. 1846 


Hamilton, Ontario 








CORNWALL 


Co-Op Listing Topic 
Of December Meeting 


December meeting of the Cornwall 
and District Real Estate Board pre- 
sented a panel discussion led by Roy 
Wymark, chairman of the co-op com- 
mittee of the Ottawa Real Estate 
Board, assisted by P. Hubert Mc- 
Keown, regional director of the On- 
tario Association of Real Estate 
Boards, and John Leith, secretary- 
manager of the Ottawa Real Estate 
Board. 


Subject of the discussion was Co- 
operative Listing, and its advantages, 
particularly in so far as the vendor is 
concerned. 

The members were informed that 
the prime factor which retards the 
sale of any property is the practice 
of pricing a listing in excess of 10 per 
cent of its market value. According 
to statistics, sales which have been 
successfully completed within a 
reasonable period after listing are in- 
variably those which were priced 
within 7 per cent of their actual 
value. 


Form Appraisal Committee 

Cornwall Board has under con- 
sideration, therefore, the forming of 
an appraisal committee, to be com- 
prised of experienced Board mem- 
bers. 


The meeting was presided over by 
Rene I. Baril, president, with the 
guests introduced by Allan Mc- 
Dougall, vice-president, and thanked 
by Dominic A. Battista, immediate 
past president. 


OAKVILLE 

. , o 
Hold Ladies’ Night 
Oakville, Trafalgar and Bronte 
officials were among the guests 


when the Oakville-Trafalgar Real 
Estate Board held its ladies’ night at 
the Oakville Club before Christmas. 


Those present included Mayor Wil- 
liam Anderson and Town Manager 
Kenneth Needham of Oakville, Reeve 
Thomas Millward and J. B. Ellis, 
village clerk, of Bronte, E. M. Dur- 
ham, township assessor, and George 
Finley, township industrial com- 
missioner, and their wives. Nearly a 
hundred people were present alto- 
gether. Dinner was followed by danc- 
ing. Master of ceremonies was J. P. 
Curran, president of the board. 
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ORILLIA REALTORS 
ASSOCIATION 
Recent meeting of the Orillia 
Realtors Association elected the fol- 
lowing executive for 1958: 
President: Don Campbell. 
Vice-President: Norm Holmes. 
Director: Jack Whitney. 
Secretary-Treasurer: Frank Rowan. 
C. W. Rogers installed the officers 
at the January 7th meeting, giving 
members an account of proceedings 
at the CAREB Vancouver conference 
following the installation ceremony. 
Plans were also discussed at the 
meeting for the Orillia Board to be 
represented at the OAREB Confer- 
ence in Hamilton. Orilia is three-time 
winner of the Jutten Trophy for 
attendance at OAREB conferences. 


* * * 


Two Orillia realtors and_ their 
wives got together to defeat all 
comers for the O’Keefe trophy in the 
annual curling bonspiel held at 
Gravenhurst January 4. 

Topping the 32 entrants in the 
competition was Don Campbell's rink, 
with vice-skip Jean Holmes, second 
Norman Holmes and lead Thelma 
Campbell. Not only did they win the 
trophy, but they took first prize in 
the mixed event. 

Campbell and Holmes are president 
and vice-president respectively of the 
Orillia Realtors Association. 





LONDON’S ANNUAL DINNER DANCE 


BRAMPTON 


Co-Op Riding High 


Annual dinner and election meeting 
of the board was held in Brampton 
January 29. 


OAREB regional director C. W. 
Rogers conducted the installation of 
the newly elected officers, and gave a 
spirited talk on board functions. 


New officers are as follows: presi- 
dent, H. A. Clark; past-president, 
E. A. Mitchell; vice-president, G. A. 
Hutchinson; secretary-treasurer, W. 
Robinson; directors, W. Hunter, D. 
Stoddart, G. W. Harley, E. Robinson, 
Charles Dykstra, Harold Hare and 
H. W. Knight. 


Co-Op Doubled Turnover 
Past-president Mitchell stressed in 
particular the ascending activity of 
the co-op listing system, which had 
more than doubled its previous year’s 
turnover. 
* 


CROWDED FIELD 
A man would probably have a 
chance of getting by without work- 
ing if competition wasn’t so keen. 


ENVIRONMENT 
The man who is all wrapped up in 
himself always finds fault with his 
surroundings. 


me 
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LONDON Real Estate Board held its annual dinner and dance at the Hotel London, December 9. 
An estimated 250 attended, and the event was given fine publicity through the publication of 


the above photo in the London Free Press. 


President George Insell introduced the Directors and the Executive Secretary, and spoke 
briefly on the many activities of the Board and the high attendance at meetings. He congratu- 
lated the ladies for the splendid job done by them on Public Relations. 

The function was then turned over to Committee Chairman Richards Neilands, who headed 


the committee providing dinner and entertainment. 








——— COAST-TO-COAST 


BRANTFORD REALTORS' 
ASSOCIATION 
Lloyd Randall is the new president 
of the Brantford Realtors’ Associa- 
tion. 


Past president Carl Roadhouse 
conducted the ceremony of installa- 
tion of new officers at the January 8 
meeting. J. T. Plant is vice-president, 
and George Brown, treasurer. New 
directors are Hugh Hyland and 
George Main. Lou Wakefield is Co-Op 
chairman and also on the executive 
is S. R. Gullen, immediate past presi- 
dent. 


Ontario Realtors Proud 
Of Co-Op Progress 


Ontario realtors are proud of the 
success of their Co-Op listing 
systems, as revealed by the Annual 
Co-Op Survey (see page 8). 


It shows that the Co-Ops in On- 
tario sold nearly $200 million worth 
of real estate ...61 per cent of 
Canada’s gross Co-Op sales of $313,- 
393,000. 


They sold 14,000 of the 25,000 
houses sold across the Dominion. Sum 
total of sales, and their value, is up 
25 per cent from last year. 


QUEBEC 


Launch Course 
In Real Estate 


The Faculty of Commerce of Laval 
University will inaugurate a general 
real estate course, under the direc- 
tion of Rev. Brother Nivard Belan- 
ger, next September, Georges H. 
Couillard, president of the Quebec 
Real Estate Board, announced at a 
combined meeting of the board and 
the Society of Residential Evaluators 
at the Fontainbeleau Restaurant late 
in December. 


Several guests joined the members 
of the two organizations for the 
meeting, which was held for the third 
consecutive year, and which was 
jointly presided over by Mr. Couillard 
and Joseph Lavergne, president of 
the evaluators’ society. 


Mr. Couillard, after noting that the 
public was becoming more and more 
interested in enterprises such as the 
real estate board, said that many 
members of the board were being 


20 


asked to address groups of business- 
men, such as at social club meetings 
and elsewhere. 


“In the next few months,” he add- 
ed, “you will see a growing group 
publicity; we are competitors but we 
are united at the same time.” 


Turmel is President 


M. J. A. Turmel was elected presi- 
dent of the Quebec Real Estate Board 
at its annual meeting and luncheon 
held on January 14th. 


He replaces M. Couillard, who held 
the post for the past two years. 


Other members of the new execu- 
tive are as follows: Vice-president, 
St. Geo. Cloutier; Secretary-Treas- 
urer, Marcel Morel; Directors: Lucien 
Richard, Jacques Vezina, T. E. An- 
derson and Geo. H. Couillard. 


The board now has thirty active 
members and 56 associate members. 


MONTREAL 


Board Heads Campaign 


A major campaign has_ been 
launched in Montreal to “clean” up 
a segment of the real estate market. 


Montreal Real Estate Board and 
Montreal District Home _ Builders 
Assoc. have combined to crack down 
on what they describe as “certain 
speculators using fraudulent advertis- 
ing to attract a considerable number 
of purchasers to whom they sell under 
false representation”. 


It is estimated, that about 25 com- 
panies are involved. 


“It is so serious that as many as 
500 people are becoming involved 
each week-end,” George Hamel, sec- 
retary manager of the Home Build- 
ers Association. 


Here’s what happens: 


e Speculator gets option on land: 
forms company with name re- 
sembling that of respected firm. 


e Advertises on radio, newspapers a 
“dream home” for about $100 
down, $38 a month. 


e Prospective home-owner signs an 
imposing document, which turns 
out to be an agreement to buy the 
lot. 





The agreement has letouts for the 
company, which often changes its 
name every few months. They don’t 
explain, that buyer must find his own 
mortgage. 

A test prosecution is under way: 
the two groups have already got one 
radio station to agree to stop broad- 
casting the adverts. 


CALGARY 


Co-Op Report 


From Calgary, Real Estate Board 
executive secretary W. F. Johns re- 
ports that real estate sales slumped 
in September and October, but came 
back sharply in November and have 
continued strong in December. All- 
cash sales continue small. The trend 
has been to smaller down payments 
and longer periods of payment. 


The co-operative will shortly com- 
plete its seventh year of activity. It 
started with 14 member companies. 
Turnover in the first year was 
$1,600,000. 


New Service 

The co-operative has -initiated a 
new service for clients. It now 
accepts mutual listings from the Red 
Deer and Lethbridge boards. No ad- 
ditional charge is made for the 
service. 


“This service makes available to 
members and the public both farm 
and out-of-town properties,” said Mr. 
Johns. “Commercial properties are 
sometimes hard to move in a smaller 
city. Yet there are often buyers who 
want revenue properties outside of 
Calgary. They will now have these 
available to them.” 


Expansion of the co-operative ser- 
vice in the New Year was likely, Mr. 
Johns indicated. 


Annual Meeting 


Annual meeting and election of 
directors of the Calgary Board was 
held January 17th. 


Officers for 1958 are: president, 
J. I. England; ist vice-president, 
E. B. Lyle; 2nd vice-president, V. L. 
Hawkes; past. president, C. E. 
Sanders; directors, L. S. Irvine, P. 
Sandall, J. A. Burn, Roy Wilson, 
M. Stenson. 


Presenting a comprehensive report 





CALGARY (Cont'd) 

of the year’s activities, 1957 president 
Sanders pointed out that average 
attendance at monthly meetings was 
132, and that Co-Op business in the 
past year amounted to $18 million. 


He said that a tremendous step for- 
ward had been taken during the year 
with the purchase of permanent 
offices; re-modelling is now in pro- 
gress. 


Salesmen's Representative 

Board of Directors for the Calgary 
Real Estate Board for 1958 included 
for the first time a salesman’s rep- 
resentative and in a separate election 
conducted among the salesmen, Mr. 
M. Stenson was elected a director. 


CENTRAL ALBERTA 


Like the ‘Realtor’ 


The value of the Realtor magazine 
is stressed by Ferd. Gilbertson, sec- 
retary-treasurer of the Central 
Alberta Real Estate Board, in his 
recent letter to all members. 


“This year” he wrote “the Central 
Alberta Board would like to be 
known as the 100 per cent Board: 
with all members belonging to the 
local, provincial and national real 
estate associations. 


“Our Central Alberta Board is 
most important to us as it is very 
close to all of us. The provincial 
association gives real estate a great- 
er strength in the province and 
membership in the Canadian Asso- 
ciation has no end of value, for 
through it you receive the Realtor. 
Those of us who now receive and 
enjoy this magazine know that it 
alone is worth the price paid in dues 
to all three Associations.” 


(*It's nice to know that our magazine is ap- 
preciated in Central Alberta—Editor). 


VANCOUVER 


Sell 3,430 Homes 
On Vancouver Co-Op 


A 25 per cent increase in December 
real estate sales through the Multiple 
Listing Bureau of the Vancouver 
Real Estate Board combined with re- 
cord high sales during all other 
months of 1957 to give the MLS a 
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five and a half million dollar increase 
in annual sales last year. 


Real estate valued at $1,915,310 
was sold through MLS during De- 
cember last year compared to $1,496,- 
556 for the same month in 1956. (De- 
cember is the poorest real estate 
sales month of the year). 


Total 1957 sales were $38,578,382 
for 3,430 units. In 1956 sales were 
$32,832,131 in 3,129 units. 1955 sales 
through the service were $24,793,750, 
an indication of the steadily increas- 
ing popularity of the Multiple Listing 
Service in metropolitan Vancouver. 


West 
Vancouver Division 


A. E. Hoover of A. E. Hoover Real 
Estate & Insurance, West Vancouver, 
B.C., was elected president of the 
West Vancouver Division of the Van- 
couver Real Estate Board at the Divi- 
sion’s annual meeting December 10. 


Other officers elected were V. A. 
Williamson, V. A. Williamson Ltd., 
vice-president; Paul Sowerby, Holly- 
burn Estates, secretary-treasurer; 
Ted Henderson, H. A. Roberts Ltd., 
(West Van.), D. C. McPherson, Pem- 
berton Realty Corporation Ltd. (West 
Van.) and L. Kyle, L. E. Kyle Real 
Estate, directors. 


Guest speaker at the meeting was 
Walter Kerr, president of the Sales- 
men’s Division of the Vancouver Real 
Estate Board. Mr. Kerr outlined the 
activities of his Division and the 
problems which it faced. 


In an effort to increase the active 
support of the West Vancouver real 
estate men for the Division, a recom- 
mendation was passed that the new 
officers study the possibility of allow- 
ing Associate Members to qualify as 
directors. 


Annual 
Business Meeting 


The Annual Business Meeting of 
the Vancouver Real Estate Board 
was held in the Hotel Georgia, Mon- 
day, January 13. Reports of all 
committees for the past year were 
presented and accepted. Tenor of the 
reports indicated that the Board’s 
activities had increased considerably 
during the year. 


A report from the nominating com- 
mittee was also received and voting 


COAST-TO-COASI———- 


will take place, by mail, around the 
end of January with the new slate of 
officers to be announced at the 
Board’s Annual Meeting, February 
20th. 


MANAGEMENT COURSE 
Two courses—basic and advanced 
will make up the program of the 
Institute of Real Estate Management. 

For the first time, the courses will 
include not only the widely recog- 
nized basic series, but also an ad- 
vanced series for more experienced 
managers. 


Site of the course is the Lake 
Arrowhead resort region of Califor- 
nia. Basic course will be held March 
10-17, advanced course March 18-25. 
For those who cannot make Califor- 
nia, the courses will be repeated in 
Pittsburgh, Pennsylvania, July 19 
through August 4. 


Write Institute of Real Estate 
Management, 36 South Wabash 
Avenue, Chicago 3, Illinois, for fur- 
ther particulars and enrolment forms. 





LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET . . . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 
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Current Problems, Future Plans 


On BCAREB Convention Agenda 


Two days of really down to earth 
discussions of problems and_ pro- 
cedure affecting realtors in all parts 
of the province have been planned for 
the first full-fledged independent an- 
nual convention of the B.C. Associa- 
tion of Real Estate Boards in Vic- 
toria, March 17 and 18. 


“The Power of Ideas” is the key- 
note theme set by convention chair- 
man Philip Holmes. Prominent 
speakers and topnotch panelists have 
been recruited by program chairman 
Brig. F. N. 
that those ideas get full expression, 
and that every delegate will have 
plenty of profitable new thoughts to 
put into practical use in his own 


Cabeldu to make sure 


business. 





o 


Col. Russell B. Kerr, President of the Victoria 

Real Estate Board, has marshalled the mem- 

bers to insure a bang-up Convention, in which 

Victoria's traditional hospitality will be as 

noteworthy as the profitable exchange of 
ideas at the business sessions. 


“How to Finance Your Sales” is 
one subject that promises to provide 
plenty of meat, and How to Advertise 
to Incerase Your Sales at Lower Per- 
centage Cost” is one which will in- 
terest both brokers and salesmen. A 
feature of the afternoon sessions on 
the second day will be the Hon. Ray 
Williston, Minister of Lands and 
Forests, presenting a complete report 
with illustrated slides on “The Wen- 
ner Gren Project’. Consideration of 
new legislation, education and licens- 
ing laws will also be included on the 
jam-packed agenda. 


One novelty, which has proved its 
advantages at other conventions, will 
be the system of conducting a series 
of round-table discussions of different 
subjects simultaneously in the same 
large convention hall. Delegates will 
be able to go from table to table, ex- 
change ideas and discuss each subject 
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for just as long as they need to get 
all they want out of the topic being 
dealt with at each discussion post. 
This system has been found to save 
time, and permit the delegates to 
cover more ground with greater in- 
dividual benefit. 


Approximately 200 delegates are 
expected from all parts of the 
province, with registration starting 
in the Empress Hotel at 3 p.m. on 
Sunday, March 16. 


St. Patrick's Day Theme 
For Evening Entertainment 

“Fun Night” of the B.C.A.R.E.B. 
Convention will be Monday evening, 
St. Patrick's Day. Dinner will be 
followed by a full length floor show 
of professional entertainment, cul- 
minating in a dance in the grand 
ballroom of the Empress Hotel, the 
glittering scene of so many vice-regal 
functions. 


Dress will be informal, so that the 
travelling delegates do not need to 
bring evening clothes, but the enter- 
tainment and “name band” music will 
be “out of this world”, according to 
fun-committee chairman. 


Celebrities To 
Attend Functions 

Attesting the importance attached 
to this first full-fledged provinicial 
convention of the B.C.A.R.E.B. is the 
star-studded guest list reading like 
a B.C. “Who's Who”’. 

Delegates will be welcomed on the 
behalf of the provincial government 
by The Hon. W. A. C. Bennett, 
Premier of B.C. His Worship, Mayor 
P. Scurrah will represent the host 
city of Victoria, and the invocation 
will be pronounced by the Most 
Reverend H. E. Sexton, Archbishop 
of British Columbia. Among the out- 
side speakers during the business 
sessions will be the Hon. Ray Willis- 
ton, Minister of Lands and Forests, 
and August C. Belden, of Previews 
Incorporated, international real es- 
tate clearing house of San Francisco. 


Full Program Of 
Ladies’ Activities 

Several unique and gracious 
touches of hospitality are being 
planned for the ladies of delegates by 


ee 
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1958 


36th Annual Conference, Ontario Associa- 
tion of Real Estate Boards, Royal Con- 
naught Hotel, Hamilton, Ont. February 
16, 17, 18. 


21st Annual Conference and study course, 
Appraisal Institute of Canada, Palliser 
Hotel, Calgary, March 3, 4, 5, 1958. 


9th Annual Congress, International Real 
Estate Federation, Madrid, Spain, May 31- 
June 5. 


15th Annual Conference, Canadian Asso- 
ciation of Real Estate Boards, Queen 
Elizabeth Hotel, Montreal, P.O., September 
21-24. 


1959 

If you're the long-range planning type, you 
may be interested to know that next year, the 
National Association of Real Estate Boards of 
the United States will be holding its annual 
convention in Toronto, in November, 1959. 


Also on the books for 1959 is the OAREB 
conference, scheduled for March, in London, 
Ont., and the Canadian Association Con- 
ference scheduled for Saskatoon, in October. 


committee chairwoman Mrs. 
garet Harvey. 


Mar- 


On the secret list is an unusual 
souvenir gift to each lady, which will 
be a long used remembrance of her 
visit to the Island Capital. Authorized 
for publication is the plan to present 
a unique Victorian bouquet to each 
of the ladies, and to arrange a dis- 
tinguished fashion show featuring all 
those rare and lovely things for 
which the smart specialty shops of 
Victoria are famous. 


It will be a strong-minded realtor 
who is able to refuse to bring his wife 
on this particular convention. 


Today’s genius is the man who has 
caught up with his Christmas bills 
before vacation time arrives. 





Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver, B.C. 








REAL ESTATE 
DIRECTORY 


GENERAL 
REAL ESTATE 


® CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 

@ NANAIMO, B.C. 
“On the blue Pacific” 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 

@ SUMMERSIDE, P.E.I. 

“Summerside Realties”’ 

Box 298, Summerside, P.E.I. 

BARRIE, ONT. 

Charles A. Rogers Realtor, 

Sterling Trusts Building. 

PArkway 6-6387. 

© OTTAWA, ONT. 

P. Hubert McKeown, 

McKeown Realties Ltd., 

169 Somerset St. W., (CE. 2-4806). 

VANCOUVER, B.C. 

Len Korsch Realty Ltd., 

2331 Granville St. 

@ FORT WILLIAM, Ont. 
Willport Realty Limited, 
Fort William - Port Arthur. 


FOR REAL ESTATE 
SALE 


BRANDON, MAN. 

Hughes & Co. Ltd., 

125 - 10th Street. 
® CALGARY, ALTA. 

Burn-Weber Agencies, 

218 Seventh Ave. W. 
© EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. 
NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 
© OTTAWA, ONT. 
Charles A. Brownlee Limited. 
63 Sparks St.—CEntral 2-4203. 
PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
141 Water Street. 


© QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091. 

@® WINDSOR, ONT. 

Alex E. Hoffman 

930 London St. West. 

CALGARY, ALTA. 

Clair J. Cote Ltd.. 

41 Hollinsworth Bldg. 

® EDMONTON, ALTA. 
Weber Bros Agencies Ltd.., 
10013 - 101A Ave. 

© OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street. 
Ottawa, Ont. Phone CE. 6-7101. 


DITTO T LTRS Ea a STR eI 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


® CALGARY, ALTA. 

Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 

EDMONTON, ALTA. 

Melton Real Estate Ltd., 

10154 - 103rd Street. Phone 47221. 

® EDMONTON, ALTA. 
Don Reid Real Estate Co., 
11563 Jasper Avenue. 

@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 

® HALIFAX, N.S. 

Roy Limited, 
Roy Building. 

® REGINA, SASK. 

W. Clarence Mahon, 

350 Western Trust Bldg. 

WINDSOR, ONT. 

Alex E. Hoffman, 

930 London St. West. 

® EDMONTON, ALTA. 


Weber Bros. Agencies Ltd.., 
10013 - 101A Ave. 


FOR IDEAL 
STORE LOCATIONS 


@ FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


® CALGARY, ALTA. 
Ivan C. Robinson & Company, 
703-5 Street West. 
Phone AMherst 63475. 
® EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 
TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


e ST. CATHARINES, ONT. 


Andy Hawreliak, Realtor, 
Dominion Building, MUtual 4-2324. 


Rates for Professional Listings 


For six insertions $50.00 
For twelve insertions $80.00 


FOR SUMMER 
PROPERTIES 


® MUSKOKA, ONT. 


Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 





HALIFAX, N.S. 

Roy Limited, 

Roy Building. 
VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
WINDSOR, ONT. 

U. G. Reaume Ltd.., 

176 London St. W., 

802 Canada Trust Bldg. 
CALGARY, ALTA. 
Crown Trust Company, 
227 Eighth Avenue W. 
OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 


American Institute R.E.A. 
and 


Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 10154 - 103rd St. 
Phone 47221 


Calgary, 534 - 8th Avenue West 
Phone AMhurst 6-2251 


Rates for Advertising 
in the Real Estate 


Directory: 
Per 
Issue 
2 lines 12 issues $3.00 
2 lines - 6 issues $3.50 
2 lines — less than 6 issues $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


HANKS & IRWIN 
ARCHITECTS 


2848 Bloor St. W., Toronto 
RO. 6-4155 


WALTER SMITH & CO. 
Accountants & Auditors 


2461 Bloor St. West, Toronto 
RO. 9-4113 








Brokers 


Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 7,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 


One page $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 





